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ASK FOR IT!

Ask and it will be given youSeek and you will findK nock and it will be opened unto you.
Luke 11: 9

This newsletter is dedicated to the sharing of ideas and strategies for the funding and marketing of Lutheran
Lutheran Schools Development Center — Robert Rogalski, President

5chools

Writing For Dollars

* (Second of a four part series)

PART I1 — The Remittance Envelope

Every appeal mailing mustinclude the most important part of the "ask"; the return envelope. Another part of the
package is the reply/commitment card which the donor completes. This information is vital to your cause
updating your data base.

One approachis streamlining yot

r

with the return envelope. A sampl
is shown in this newsletter.
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The abundance of information i
best presented by using a (9%)7
wide flap envelope. It serves twi
purposes:

*As a motivator so the reader will
go back and read the appeal mg
thoroughly

* It's a convenient device for send
ing a check
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Key points include:

* Print the theme/logo on the fron

* Use a first class stamp for speci
donors/friends

* Business reply envelopes are ef
fective but expensive

* It must fit into the outer enve-
lope

Trinity Lutheran School

P.O. Box 483
Elgin, IL 60180-0173

reader of your mission to kids. It'
an emotional approach that sep

dv1d4 MOvd 3dIS1NO

school Logo
Here

ten the photo is on the back of t

FRONT OF ENVELOPE
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) thereturn is greater.
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There's an old sayingThe bigger

Use of a student(s) photo is a may-
velous means of reminding the

mailing
and for
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=\ Mmailing and saving on the printin
cost by integrating the "reply cardl

o

—

e

I

D

p

rates your appeal from others. Of-

outside flap. It does cost more bt

*The appeal letter, part one, can be located at www.lutheranschools.netthe envelope the bigger the check."
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Inside of Remittance Envelope
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» Money - Assisting in raising annual money for annual needs, estate planning to secure the future and capital cajnpaigns
» Mission - Defining the vision, goals and objectives of the school.
* Management - Providing written policies and procedures in the overall and daily operation of the school.
» Marketing - Building enrollment with proven techniques and practices.
» Master Planning - Providing a three year strategic plan through a grass roots participation approach.
For more information: Cell 623.521.6446 or email to RTRogalski@aol.com
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